Introduction
There is a growing body of evidence which purports to explain Australian export performance. This is generally judged to be poor. According to Wilkinson (1992) "only a small proportion of Australian merchandise export revenue relates to high value added products. Further, in 1987 almost half of the export revenue related to unprocessed primary products while approximately one-quarter related to semi-processed agricultural and raw material products."
In a report by Davidson (1987) the poor performance of Australian exporters was highlighted by a comparison with other countries' percentages of total manufacturing output exported: Australia (15 per cent), New Zealand (26 per cent), Canada (32 per cent), West Germany (30 per cent), The Netherlands (47 per cent), and Sweden (45 per cent). Arcus (1992) in his report "Australian business in Asia: climbing the mountains" said "That the overall Australian results of doing business in and with Asia, as evidenced by trade and investment statistics, are underwhelming outside the resources area." The report by McKinsey and Company "The challenge of leadership: Australia"s emerging high valueadded manufacturing exporters" (1992) found that Australia is not increasing its market share of the fast growing Asian markets for value-added imports. The paper reported that, although small to medium manufacturers have been significant contributors to a recent growth in Australian exports, only 741 of a potential 6,400 exported.
Against this background there is also a much larger international literature which has examined the determinants of export performance. Typical of these are the types of determinants shown in a number of export marketing performance models. A literature review by Aaby and Slater (1988) includes performance determinants such as technology, market knowledge, planning, marketing strategy, organizational size, commitment and, finally, perception of likely profit. Louter et al. (1991) grouped export performance determinants into company, attitude and strategy characteristics. Holzmuller and Kasper (1991) believe exporting determinants can be grouped into culture, business and management characteristics. Finally, Koh (1991) cites the following export performance determinants: manager's motivation, level of effort, manager education, extent and frequency of market research, and manager's perception of product uniqueness.
The primary objective of this paper is to compare and contrast the Australian and international literature in order to determine if there are any significant differences that might provide guidelines for improving the performance of Australian exporters. Specifically, we wish to develop a model capable of empirical testing to answer the question: What are the determinants of export performance for Australian exporters and how do these compare with the export performance determinants of other international exporters?
The research issues
The research objectives stated above may be broken down into a series of more specific sub-questions or research issues as follows: 1 What are (or appear to be) the tangible determinants of export performance for Australian exporters and how do these compare with the export performance determinants of other international exporters? 2 What are (or appear to be) the attitudinal determinants of export performance for Australian exporters and how do these compare with the export performance determinants of other international exporters? 3 What are the skill determinants of export performance for Australian exporters and how do these compare with the export performance determinants of other international exporters? 4 What are the knowledge determinants of export performance for Australian exporters and how do these compare with the export performance determinants of other international exporters?
Based on an analysis and discussion of these issues it is hoped to develop a model proposing the relationship between these variables in an overall model of export performance.
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Research methodology
This paper is based on a review of the international academic export marketing literature as well as a review of Australian academic, government and business literature. The literature was selected randomly with an emphasis on literature which focused on determinants controllable at the organizational level as opposed to macro determinants such as exchange rates and labour costs. Export determinants, whether they were barriers or facilitators of exporting success, were treated similarly. The literature was classified subjectively with the intention of grouping together export performance determinants most similar to each other. This was believed likely to provide a classification system which would facilitate comparison and contrast between international export performance determinants and the Australian determinants (i.e. "tangible", "attitudinal", "skill" and "knowledge" export performance determinants).
There are a number of reasons the research methodology described above was believed to be appropriate for exploring the research questions outlined earlier. First, it provided a wide range of findings from many sources. For example, academic, business and government export research findings are included. The wide range of findings means that the comprehensiveness of the research is based on the inclusion of research findings from 14 Australian and 19 international export marketing reports and papers (a summary of the key findings of this literature is reported in the Appendices). Second, the secondary research reviewed was sufficiently broad and comprehensive to provide generalized guidance and education for Australian exporters from a variety of backgrounds, and characteristics and resources. Third, a review of secondary data was needed to create a general model of export performance determinants as a basis for developing a specific model of Australian export marketing performance determinants.
The international literature
According to Sriram et al.(1989) a number of schools of export management research exist. These include the areas of export behaviour, comparative advantage, export strategies, marketing and environment variables, promotion and public policy and, finally, the area of exporter characteristics. In contrast, Koh (1991) categorizes exporting research into only three categories. These are: pre-export behaviour of firms, examination of the impact of the marketing mix variables on export performance and, finally, formulation of export behaviour models.
Unfortunately the existing research has still not answered one major question in regard to export performance determinants. For example, Chetty and Hamilton (1993) asserted: "Debate still continues on the key firm-level determinants of successful exporting." Although this paper will not be able to clarify the debate discussed by Chetty and Hamilton, the intention nevertheless is to provide an exploratory model as a framework to allow further empirical research for Australian exporters.
A classification system was developed in order to address the research questions and provide information for the proposed research model. Tangible determinants were defined as physical resources such as machinery or finance as well as manifestations of the "four Ps", such as product and distribution, and finally systems such as TQM or customer monitoring. Attitudinal intangible determinants were defined as those of company management, and include attitude to risk, commitment, objectives and international vision. Skill-based intangible determinants comprised both management and staff competences such as marketing, export planning, strategic planning, etc. Finally, knowledgebased intangibles included documented and undocumented (informal) market and country knowledge possessed by both management and staff.
In developing the literature classifications for this paper the export marketing performance model of Cavusgil and Nason (1991) was a major influence amongst other models and readings. The Cavusgil and Nason model consists of the following variables: organization characteristics, management characteristics, top management commitment, product and marketing strengths and finally suitability of product to overseas markets. Other export performance determinant models also influenced the conceptual model put forward in this paper. First, the Aaby and Slater model (1988) was also considered in developing the literature classification used in this paper. This model comprises performance determinants such as technology, market knowledge, planning, marketing strategy, organizational size, commitment and, finally, perception of likely profit. As mentioned earlier, research by Louter et al. (1991) groups export performance determinants into three categories: company, attitude, and strategy characteristics. Another influence on our model was the classification scheme put forward by Holzmuller and Kasper (1991) Koh (1991) cites a number of export performance determinants which influenced the literature classification of this paper. Koh cited: managers' motivation, level of effort, manager education, extent and frequency of market research, and managers' perception of product uniqueness.
Tangible export performance determinants
A number of determinants were identified which satisfied the definition "tangible export performance determinants". These included:
• Distribution. Aaby and Slater (1988) , Bilkey (1978) and Louter et al. (1991) reported that inadequate foreign distribution and channel relationships were obstacles to successful export marketing.
• Product. For example, performing best on key customer attributes in comparison with competitors, having a unique product, timely product delivery and product packaging (Louter et al., 1991) , willingness to adapt products (Khalili, 1991) , good or quality product and pre/post sales service (Aaby and Slater, 1988 ).
• Customer contact. Another finding from the research by Louter et al. (1991) found frequent customer contact to be a determinant of export marketing success.
• Control. Both Aaby and Slater (1988) and Louter et al. (1991) found control systems contributed to export marketing performance.
• R&D. The only research to cite R&D activities as a determinant of export success for international exporters was by Reid (1991) .
• Technology. The literature review by Aaby and Slater (1988) found that exporters with the ability to apply technology were more successful.
• Supplier. The only research to find supplier reliability as a determinant of export performance was that of Louter et al. (1991) .
• Finance. Bilkey (1978) reported lack of export finance to hinder export success.
Intangible export performance determinants Attitudinal (intangible) export performance determinants
A number of attitudinal export performance determinants were identified. These included:
• Management commitment. Literature reviews by Aaby and Slater (1988) and Louter et al. (1991) reported the importance of persistence and commitment for export success.
• Perceived importance (of exporting). Axinn (1988) identified "the management perception that export offered superior growth and returns when compared to the domestic market" to be the single most significant indicator of export success. Further, a literature review by Bilkey (1978) identified "the perception of exporting as an attractive strategy" as a determinant of exporting success.
• Export orientation. International orientation (Bilkey, 1978) and international vision (Aaby and Slater, 1988) were also found to be attitudinal determinants of export marketing success.
• Confidence. Literature reviews by Aaby and Slater (1988) and Bilkey (1978) showed confidence and a positive attitude to export risk to be determinants of export success.
Skill (intangible) export performance determinants
Intangible skill performance determinants were also identified:
• Management. Success determinants found included "fostering (of) close ties between managers and workers" (Reid, 1991 ), manager education level (Axinn, 1988) , general management (Bilkey, 1978) .
• Marketing. A study of Canadian exporters found a lack of marketing skills to be a cause for export failure (Hardy, 1987) . In a review of international marketing literature it was found that the absence of formal marketing planning and marketing analysis contributed to poor export marketing performance (Aaby and Slater, 1988 ).
• Export specific skills. These included: foreign language skills (Louter et al., 1991) , international financing expertise (De Wilde and Simpson, 1988) , export procedure knowledge (Bilkey, 1978) and, finally, overseas working and living experience of managers (Axinn, 1988) .
Knowledge (intangible) export performance determinants
The third classification of intangible export performance determinants is exporting knowledge. The lack of foreign market knowledge was also found to affect export success, according to Bilkey (1978) , Christensen et al. (1987) and De Wilde and Simpson (1988) .
Summary of model
Based on the foregoing literature review it is possible to propose a model of export marketing performance determinants as shown in Figure 1 . An important feature of this model is that it recognizes the differences between the early "intentional" or initial decision to export stage as distinct from the later resourcing stages. the model is that it reflects the central role found in the literature for management commitment. The model identifies and accepts the mutual stimulation of the intangible and tangible export performance determinants in the "snowballing wheel of exporting success" and suggests that continual learning is the outcome over time. The model also implies that export performance determinants are causally interrelated. For example, finance (tangible) is needed to provide marketing education (intangible skills) which will lead to product characteristics such as unique product (tangible) or the need for formal market research (intangible). A final benefit of the model is that it emphasizes that individual export performance determinants should not be seen in isolation from other aspects of the firm's performance. This is supported by Barrett and Wilkinson (1986) who believe that individual export performance determinants should be seen as part of a multiplicity of determinants affecting the degree of export success. Having developed a model of export marketing performance determinants based on the review of the international literature the next step in our inquiry was to compare the findings from the Australian literature in terms of the four key elements of the snowballing wheel of exporting success. Our findings are described next.
Findings

Tangible export performance determinants
This section considers tangible determinants which could be seen as physical manifestations of the attitudinal or skill based export performance determinants.
Distribution. The international research cited the importance of effective and adequate distribution as well as channel relationships. For Australian exporters both distribution method and distribution partner were found to be important to Australian export success (Barrett and Wilkinson, 1989; DITAC, 1991) ).
Product. The international research cited: superior product attributes, unique product, timely delivery, product packaging, product adaptation, pre-post sale service. Australian research findings included: adapting the product to the customer (DITAC, 1991; McKinsey, 1991) , unique/innovative product (Davidson, 1987; McKinsey, 1992) , product being both good value and good quality (McKinsey, 1992) , quality product (Miller and Leptos, 1987) and, finally, after sales service (Miller and Leptos, 1987) .
Customer contact. International research cited customer contact. A survey of Australian export award winners identified personal visits to the market to build customers and distributor relationships as important (Butler, 1988) . Further, research by McKinsey (1991) on Australian exporters reported the time and cost of communicating and visiting overseas markets as an obstacle to Australian export performance.
Control (performance). International research cited control processes. No findings of control as an export performanc determinant were located in the Australian export research.
R&D. International research cited R&D. Similarly, the McKinsey (1992) report on small to medium Australian manufacturing exporters identified links with R&D providers as important to export success. An EPAC (1991) report also cited the low R&D expenditure of the Australian companies (e.g. approximately 40 per cent of the OECD average).
Technology. The international exporter research found that international exporters with the ability to apply technology were more successful. Similarly, the lack of modern production equipment and design technologies such as CAD/CAM and flexible manufacturing systems (Davidson, 1987) as well as use of innovative production processes Supplier reliability. Research showed supplier reliability as a determinant of international exporter performance. No evidence was found of supplier reliability as an export performance determinant of Australian exporting performance.
Finance. As discussed earlier the lack of export finance was found to hinder international exporter success. The Australian McKinsey research found lack of support from financial institutions hindered Australian exporters (1992). Davidson (1987) reported inadequate foreign exchange exposure as hindering Australian exporters.
Intangible export performance determinants
As discussed earlier intangible export performance determinants were reported to be the most critical for export success for both Australian (McKinsey, 1992) and international exporters (Aaby and Slater, 1988; Axinn, 1988) .
Attitudinal (intangible) export performance determinants
Management commitment. This was commonly cited in international research. From the Australian perspective research by Arcus (1988) , McKinsey (1992) and Butler (1988) reported few Australian companies approaching export marketing with sufficient commitment.
Perceived importance of exporting. The international research reported international orientation/vision to be an export success determinant. A commonly found obstacle to Australian export success was said to be the domestic focus taken by Australian companies (Davidson, 1987; EPAC, 1991; McKinsey, 1992) .
Confidence. The international research cited confidence as an export success determinant. Australian exporter research by Wilkinson and Barrett (1987) , McKinsey (1992) and Arcus (1992) arrived at similar findings. A DITAC report (1991) found a common perception among Australian exporters that exporting was too hard.
Long-term perspective. A further attitudinal factor reported to significantly hinder Australian exporters was their lack of a long term perspective (Arcus, 1992; DITAC, 1991; McClean, 1986) . This export performance determinant was not cited in the international research.
Marketing orientation. A Price Waterhouse research report found that Australian companies have failed in regard to both their practice as well as their attitude to international marketing (DITAC, 1991) . In the World Economic Forum World Competitiveness Report, 1990, Australia was ranked 17th of 33 countries for marketing orientation (DITAC, 1991) . In contrast, the lack of marketing orientation was not reported as a significant performance determinant in the international research.
In summary, it could be said that the type of attitudinal export performance determinants cited for Australian and international exporters were generally similar. However, two determinants with poor Australian performance not cited in the international research were long-term perspective and marketing orientation. Australian exporters also performed poorly in relation to similar determinants cited for international exporter success which included: management commitment, perceived importance of exporting and confidence.
Skill (intangible) export performance determinants
Management. In the review of international export research "close worker/management ties", manager education level and general management skills were identified as export performance determinants. Australian export research found Australian exporters to be weak in management skills (DITAC, 1991; Karpin, 1995) . A 1992 McKinsey research report showed Australian export success to be a function of the management and leadership skills. Other aspects of Australian management reported to be determinants of exporting success were: decentralization of various company functions to the foreign market (McKinsey, 1992) and development of managers in the foreign market (McClean, 1986) .
Marketing. Marketing factors such as general marketing expertise, marketing planning, marketing analysis and niche targeting were reported to be export performance determinants in the international exporter research. From the Australian viewpoint Davidson (1987) reported a government survey finding that over 75 per cent of Australian companies with export potential would export if they possessed additional funds and additional marketing skills. A report by Price Waterhouse (1990) found that "Australian manufacturers generally fail dismally in their marketing attitudes and practices". In addition, The World Competitiveness Report in 1990 found Australian firms "tend to be weak in marketing". The DITAC (1991) survey states "One of the major factors inhibiting Australian exports of goods and services is that many Australian firms lack international marketing skills. There have been many cases where products have failed in international markets because of inadequate attention to the needs and preferences of the local market and failure to integrate market research with the production process at an early stage." The following marketing skills were found to be determinants of Australian export success: sound marketing methods/skills (Davidson, 1987) , finding a market (Davidson, 1987) , niche targeting (Davidson, 1987; McKinsey, 1992) , monitoring changes in markets (Wilkinson and Barrett, 1987) , development of a marketing strategy (Butler, 1988) , customer responsiveness (McKinsey, 1992 ) and export marketing skills (McKinsey, 1992) .
Export management skills. The international research findings showed a number of export management skills to be important. These include skills areas such as: foreign language, export procedures, international financing, overseas working and living experience of managers. The Australian research showed Australian exporters as lacking export planning skills (Davidson, 1987) , language and cultural skills (Arcus, 1992) , risk assessment skills (McKinsey, 1992) and, finally, country adaptation skills (McClean, 1986) .
Strategic planning. Although not reported to be an export performance determinant in the international exporter research, Australian exporters were reported to have a "… general lack of appreciation ... of the role of strategic planning" (DITAC, 1991). Further, Davidson (1987) and Arcus (1992) also found corporate planning skills and longterm planning respectively to be Australian export marketing success determinants.
In summary, the performance of Australian exporters in the areas of management, marketing, strategic planning and export management was reported to be poor. It is possible that a relationship between attitudinal variables such as commitment to export affect the skill levels and emphasis on long-term planning and strategic planning. Further, the international research identified some management skills not identified in the Australian research, i.e. manager education, manager internationalization and non-autocratic management.
Knowledge (intangible) export performance determinants
As mentioned earlier the international research reported market, competitor and customer knowledge as affecting export performance. The Australian export research made similar findings, i.e. monitoring changing customer needs with field and desk research (Miller and Leptos, 1987) , market knowledge (McKinsey, 1992) . country knowledge (EPAC, 1991) . In our opinion, export knowledge has the potential to become an obstacle to export success if attitudinal determinants such as export commitment, longterm exporting perspective and marketing orientation are insufficient in providing impetus to obtain export market knowledge.
Conclusions
Based on our comparison of the international and Australian literature related to the determinants of export marketing performance, it is possible to draw certain conclusions in relation to the research issues stated here.
First, in respect of tangible determinants it appears that Australian exporters perform relatively poorly in terms of customer contact, research and development as well as the ability to harness technology. A second difference identified was that performance control systems were not cited as a performance determinant for Australian exporters. In light of these differences it is recommended that Australian exporters look closely at their attitudes to exporting and the skills available for implementation.
In terms of attitudinal determinants it appears that Australian exporters compare unfavourably with foreign exporters in areas such as exporting commitment, confidence towards exporting, marketing orientation, long-term orientation and, finally, exporting vision. Possible reasons for this may be the former dependency on mineral and primary produce exports and a consequent lack of experience in valued-added products.
The third issue we explored was that of skill determinants. Here our comparison indicated that Australian intangible skills differed from those of international exporters in terms of management, leadership, marketing, strategic planning, and export management. Clearly, the development of such skills is highly dependent on the intangible attitudinal determinants such as commitment, export orientation and vision, and calls for a radical reappraisal of the importance of exporting by Australian management.
Finally, our fourth key determinant of export performance is considered to be knowledge. The Australian intangible knowledge-based export performance determinants appear to be similar in type and in level of importance to those reported for international exporters. It appears likely that the quantity and quality of export relevant knowledge is a function of both attitudinal determinants (e.g. exporting commitment) and skill-based intangible export performance determinants (marketing orientation, marketing skills, etc.).
Further, it is also suggested that both the intangible export performance determinant knowledge and the tangible export performance determinants are outcomes or functions of appropriate intangible determinants of attitudes and skills. Nevertheless, the levels and types of exporting knowledge and tangible export performance determinants are also likely to facilitate or affect attitudes and skills as they develop.
Based on this comparison of Australian and international export performance determinants the overall conclusion is that the differences exist largely in degree or level rather than in kind. In other words, the findings of the much more extensive research into exporting in other countries and contexts would appear to be directly relevant to the Australian situation. If we are correct in our diagnosis that one of the factors underlying weaker Australian export performance is lack of prior experience, then clearly Australian exporters would benefit considerably from studying the experience of other countries. Certainly this is not an area where Australians should be seeking to learn from first principles based on their own experience.
It is also believed that consideration of practice and experience of exporters in other countries will do much to influence and form the attitudes of Australian managers which have been seen to be so important in initiating the "snowballing wheel of exporting success".
Perhaps even more fundamental, however, is the need to persuade Australian manufacturers of the opportunities and benefits which can flow from entering into international competition. In other words, we need to improve Australians' perceptions of these benefits and their confidence in their ability to succeed in a global market place. This has implications for the relationships between the variables in our original model (Figure 1 ) and suggest that this may be reconfigured as indicated in Figure 2 . While we have labelled this the "Australian model of export marketing performance determinants" it may be that this revised model reflects better the international situation, too. Our new model differs from the original developed from the literature review in three main ways. The need to develop a long-term perspective appears more important to Australian exporting success, as do attitudinal (exporting commitment, confidence towards exporting, marketing orientation and exporting vision) and skill-based determinants (management, leadership, marketing, strategic planning and export management). The low confidence of Australian exporters suggests the need for a "success" variable/construct in the "snowballing wheel of exporting success" which can reinforce commitment to export. The view that exporting knowledge and tangible determinants are outcomes of attitudinal skill based determinants suggest that knowledge should follow rather than lead to the intangible export performance determinant skills. In the model these two constructs will exchange positions to reflect a more logical progression.
Based on the above findings and conclusions it is recommended, first, that future researchers into export marketing would do well to research issues such as the types of information exporters consider when evaluating potential benefits of exporting, and how this information affects their confidence. Second, the apparent close relationship between exporting confidence and commitment warrants closer investigation, as do the techniques and procedures followed by exporters in seeking to establish the specific nature of export success determinants in the markets they are seeking to serve.
The findings also suggest that a more confident attitude should be taken by Australian companies towards exporting. Australian research by McKinsey (1992) found that companies "do not have to be unbelievably good to export" provided that the company is determined and has an export focused leadership. Further international research by Reid (1991) reported that the determinants required for export marketing success and domestic marketing success are the same. commonly found to agree with the statement "exporting is too different from marketing in Australia to enable my organization to succeed" (Wilkinson and Barrett, 1987) .
While it is clear that firms seeking to "go international" need new knowledge and skills if they are to succeed there is a considerable body of knowledge to indicate what these are and how to acquire them. What is really required is a change in management attitudes and the same kind of commitment to export marketing success which underpins the domestic success of Australian based companies.
